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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

How does this goal align with or support your dealer’s vision? 
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? 

RM TS ASpecific Measurable Achievable Relevant Time bound

PARTS HOMEWORK – ACTION PLAN
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and 
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits 
that produced poor results? Be specific.
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve?
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates. 


	How does this goal align with or support your dealers vision: Increase Internal RO Parts Gross from an average of $3927/month to $5,000/month by December 31st 2025

	1: Currently we are only at $3927/month for Internal Parts Gross. Our vision is to grow all departments of our store and we need to focus on this area as we increase the number of pre-owned vehicles in our inventory and our internal reconditioning for service and parts will increase. We will increase this gross by over $1,000 by not offering Internal a Discount on  parts. We will have a set 30% margin versus the current 21% margin offered on our parts. By doing this, our average sales of $18,532 will produce $5559 in gross, and will allow us some cushion for rare occasions where we may need to take care of the internal issues either at cost (help a rare sales customer out etc).
The goal is important as we think this gross will go straight to the bottom line, and even though our internal (sales) customer will pay slightly more, we do not think it will impact their overall transaction price therefore the store will be able to retain more gross. 
	SPECIFIC ACTION STEPRow1: Inform all necessary parties
	NECESSARY RESOURCESRow1: Sales Mgr, Service Mgr, and Parts Mgr meeting
	WHO IS ACCOUNTABLERow1: GM
	EXPECTED RESULTRow1: Agree and start to implmenet 
	EXPECTED COMPLETION DATERow1: Jan 30th
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Adjust the internal pricing in DMS
	NECESSARY RESOURCESRow2: Parts Mgr and DMS
	WHO IS ACCOUNTABLERow2: Parts Mgr
	EXPECTED RESULTRow2: Start to see same sales number but gross go up
	EXPECTED COMPLETION DATERow2: Feb 15th
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Measure monthly sales and gross
	NECESSARY RESOURCESRow3: Financial Statement from Controller
	WHO IS ACCOUNTABLERow3: GM
	EXPECTED RESULTRow3: See sales go over $5,000
	EXPECTED COMPLETION DATERow3: March 30th
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: We will measure this on the Financial Statement every month given to us by Controller. 
	A_2: 1.Internal Sales decrease
2. Number of favors increase due to higher costs
	A_3: 1. Encourage Pre-Owned Mgr to maintain and continue to approve all reconditioning on used card
2. Stay firm on pricing, and only approve favors or special requests on limited basis with approval from GM
	R: $1,000 plus added to the bottom line each month. We do not expect expenses to go up, as no additional personnel or marketing expenses are forecasted as all sales are internal. 
	S: Continue to look for additional areas of gross opportunity by making small tweaks. We think this will be successful because the sales department typically sells from cost us. So by adding addition cost to the sales/internal customer, we still think they will collect their same amount of gross, but now parts can get a bigger share which will be healthy for the store overall.
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